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An AICPA publication for the local firm
NEW GAL IN TOWN
"As a woman (in a new community), I find many 
traditional source contacts are closed to me. I would 
welcome suggestions for innovative avenues to pur­
sue.” That question was submitted to the panel at 
last year’s AICPA MAP conference on practice de­
velopment. The answer is that basically, practice 
development efforts are the same for women as for 
men and involve making contacts, meeting people 
and getting referrals. And always, you must do a 
good job on the engagement. However, let’s see how 
some individual CPAs have handled the situation.
Rosemary E. Weiss, a Denver, Colorado practi­
tioner says that the "in a new community" syndrome 
did not apply to her so she has a hard time address­
ing the issue. However, Ms. Weiss believes that prac­
tice development efforts should be the same 
whether it is a new community, a new practice or 
whether one is just seeking new business of any sort. 
Areas of contact which Ms. Weiss recommends in­
clude becoming active in the community by volun­
teering time in United Way and similar agencies and 
by becoming involved in church/synagogue ac­
tivities and joining women’s organizations, such as 
women business owners and trade associations.
Rebecca M. Lee, who practices in Birmingham, 
Alabama, says that about a year ago she went into a 
new community as the partner responsible for audit 
and MAS work, with the ultimate objective of taking 
over as managing partner upon the retirement of 
the two older partners. One of the first things Ms. 
Lee did was to have a cocktail meeting with what 
appeared to be the key women in town. They dis­
cussed various needs and found out that while there 
were very few women executives in the community, 
more and more women would be willing to provide 
contacts and would refer business to other women. 
Very soon the women began meeting once a month 
at breakfast to discuss some of these needs, and they 
became such a hot topic that the local newspaper 
published an article about them.
Ms. Lee says that as the instigator of some of these 
activities, she received quite a bit of publicity and, 
in fact, generated many clients from it. The clients 
generated are not the point though. Ms. Lee states 
that the contacts made with bankers, attorneys and 
other professionals were beyond any expected from 
traditional sources.
Linda K. Cheatham was another CPA who faced 
this problem a few years back when she joined her 
present firm in Madison, Wisconsin. Not only was 
she new in town, she was often on the road which 
further precluded her from many of the usual meth­
ods of getting involved in the community.
Ms. Cheatham says that her first words to the 
woman who expressed this problem at the con­
ference would be to encourage her not to assume 
that traditional source contacts are closed to her. 
Unless she is in a very small, very traditional town, 
there is no reason that she cannot make contacts 
through the usual channels; i.e., bankers, lawyers, 
investment counselors, etc.
Second, Ms. Cheatham suggests choosing a place 
to live where one’s neighbors are the types of people 
one needs to meet both as potential referral sources 
and as potential clients. "In other words," she says, 
"living in an apartment building with college stu­
dents or very young unestablished people would not 
be as beneficial as living in a residential area or an 
upper-bracket condominium or apartment de­
velopment."
The second area in which Ms. Lee has concen­
trated is her membership in the country club. She 
believes this makes a person very visible, especially
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in a small community, and certainly takes the edge 
off picking up the tab when you have invited some­
one for lunch. Ms. Lee says, "I have found that lunch 
at the country club is much more effective than a 
drink after work or any of the things that might not 
appear 'proper’ in a small community."
Too often, Ms. Lee thinks, women in a new com­
munity are afraid to call someone up for lunch and 
tell them what they are about. "While it is impor­
tant to sell yourself as a woman new in the com­
munity," she states, "it is equally important not to 
sell yourself as an aggressive or forward person." 
Instead, Ms. Lee suggests, on first meeting people, 
tell them who you are, what your background is, 
what you are doing in town and ask them for sugges­
tions on how you can become part of the community. 
She says that if you can line up a couple of key people 
in town, it will be a good way to develop additional 
contacts. One important point Ms. Lee makes is that 
whatever services are provided for the initial con­
tacts, they must be done extremely well, very com­
petently and, above all, on a timely basis.
Ms. Weiss reports that she has not relied on tradi­
tional source contacts. “However,” she says, 
"through lunches, meetings and referrals, etc., as 
opposed to the traditional types of practice develop­
ment, I have found present clients, attorneys and 
other people in the community to be most receptive 
to me and to the ability of our firm."
One suggestion she recommends highly to any 
woman is to develop an expertise in a given area. 
Ms. Weiss maintains that through developing pro­
fessionally, client contact, practice development 
and the work product itself are much easier to 
accomplish.
A recommendation that Ms. Cheatham makes is to 
get involved in the community through serving on 
the boards of agencies such as hospitals, nonprofit 
organizations or arts councils. "Naturally,” she says, 
"a woman cannot just walk in and say ‘put me on the 
board.’ But through volunteering her services on 
projects and committees, she will quickly be asked 
to serve in an administrative capacity."
Other ideas for meeting people are to attend civic 
and charitable functions. Ms. Cheatham says she 
has made contacts at the Arts Ball, The Zoo Ball and 
by working on the public television pledge drive.
Women in Accounting
The annual graduate supply and demand sur­
veys conducted by the Institute reveal the in­
creasing representation of women in the 
accounting profession. In 1976-77, 28% of ac­
counting graduates were females. This repre­
sentation increased steadily to 43% in 1981-82 
and the 1983 survey indicates women will con­
stitute 46% of the graduates by 1984-85. The 
same pattern can be seen in the demand for 
accounting graduates by CPA firms.
In 1976-77, 24% of the graduates hired by 
accounting firms were females. Currently, 38% 
of the new staff members hired by public ac­
counting firms are women and this figure 
should increase another percentage point next 
year.
Copies of the study, "The Supply of Account­
ing Graduates and the Demand for Public Ac­
counting Recruits," which shows past trends 
and contains projections through 1985, may be 
obtained, free of charge, by writing to the 
AICPA order department (Product no. 887158).
She believes that volunteering to give speeches on 
the new tax laws or other relevant topics to civic and 
community groups can be beneficial too. Most or­
ganizations are always looking for speakers and vol­
unteers are welcome, although, as Ms. Cheatham 
says, it is sometimes necessary to make the arrange­
ments months in advance because of meeting plan­
ning requirements. Still, the effort is usually worth 
it because your name and picture will probably 
appear in the organization’s newsletter and, per­
haps in the local newspaper too. Ms. Cheatham finds 
that the more people there are who know of her, the 
more invitations she receives.
Another avenue that Ms. Lee has found helpful is 
to become involved in an investment club with 
other women. (These are quite easy to form.) Many 
women have not been investors in the past and 
would welcome an opportunity to learn from those 
few people who know. Obviously this includes an 
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Summer is the season for vacations, conferences, 
seminars, etc., and many practitioners will be 
spending time in hotels and other buildings that are 
unfamiliar to them. People often question how safe 
hotels or high-rise buildings are in the event of fire. 
The answer is that modern buildings can be quite 
safe if you know what to do and don’t panic.
One thing to always keep in mind is that if you 
think there might be smoke or fire in a building, 
never use the elevator. Apart from the risk of injury if 
too many people try to force their way on, elevator 
controls are affected by fire, heat and smoke and the 
elevator car might take you into danger rather than 
to safety.
You will be better prepared for an emergency if 
you know where the fire exits are and find out about 
the evacuation procedures and alarm system of a 
building, particularly if you will be going to the 
upper floors. There are other things you can do and 
the National Fire Protection Association (N.F.P.A.) 
has several suggestions on how to protect yourself if 
there is fire or smoke in a building.
For example, if you are staying in a hotel, make 
locating the nearest fire exits the first thing you do 
after putting your luggage in your room. Walk to the 
exits and open the fire-exit doors to make sure they 
are unlocked and unblocked.
Plan an escape route. Observe whether the near­
est exit is on the left or the right, whether there are 
corners to turn or obstructions to avoid, and count 
the number of doors from your room to the exit. 
Memorize everything so that you can visualize the 
route later and find your way to the exit with your 
eyes shut. This last point is very important. When 
you go back to your room, locate the air con­
ditioning vents, see if there is an exhaust fan in the 
bathroom and put the key on the nightstand.
When you hear an alarm, act, don’t investigate. If 
the fire is in your room, get out and close the door. 
Once out, report the fire. If the fire is not in your 
room but you can smell smoke, do this:
□ Roll out of bed, grab your key, get down on the 
floor and keeping your head low, crawl to the 
door.
□ Feel the door with the palm of your hand. If it is 
cool, open it slowly and assess conditions in the 
hallway.
□ If the fire is not in the hallway, crawl outside. 
Close the door behind you and, still on your 
hands and knees if it is smoky, make your way 
to the nearest fire exit counting the doors as 
you go. Close the fire-exit door behind you and 
walk down the stairwell, hanging on to the 
handrail to avoid being knocked down.
The reason for crawling with your head no more 
than 18 inches above the floor is that because smoke 
is warm, it tends to rise, pushing available oxygen 
toward the floor. The reason for counting doors and 
memorizing the route to safety is that smoke irri­
tates the eyes and no matter how hard you try to 
keep them open, they will close.
Smoke sometimes gets into the exit stairwell and 
if the building is tall, it may rise to a level at which it 
cools, becomes heavy and accumulates. If you en­
counter a layer of smoke as you are descending, 
don’t try to go through it but turn around and head 
for the roof. Once there, prop the door open to allow 
the smoke to escape and to prevent yourself from 
being locked out. Go to the windward side of the 
building and wait until the firemen find you.
Now, what do you do if the door to your room is 
hot or if the hallway is full of dense smoke? In these 
situations, the N.F.P.A. says don’t open your door or 
if you are outside, go back into your room. (This is 
why you should always take the key.) Your room may 
be the safest place to be, especially if you take these 
few steps to protect yourself:
□ Doors can take hours to burn (this is why you 
close them behind you) and if you seal the 
cracks with wet towels, sheets or clothing, you 
can keep smoke out. Turn off the heating or air 
conditioning and seal all of these vents too.
□ Fill the bathtub with water and use your ice­
bucket to bail water onto doors and walls if 
they are hot. Keep everything wet.
□ If there is an exhaust fan in the bathroom, turn 
it on to get rid of the smoke.
□ If the telephone is working, notify the fire 
department of where you are and how many 
people are in the room. Do this even though the 
fire department may already be outside. Signal 
fire fighters from the window.
□ Open a window slightly if fresh air is needed. 
Don’t break the glass. Aside from the risk of 
cutting yourself severely, a large hole will let 
any smoke outside enter your room and you 
won't be able to stop it.
□ If there is fire outside the window, pull down 
the drapes and move anything combustible 
away. Throw water around the window.
Retreat to an inner room if it becomes necessary 
and if it has an air supply. Put as many doors as 
possible between the fire and yourself and, again, 
use wet towels, bed linen or clothes to seal cracks 
and openings. While breathing through a wet towel 
won’t filter gases, it will keep out certain particles 
and will cool the air entering your lungs.
Don’t panic if you are caught in such a situation. 
Try to calmly keep fighting until the fire department 
arrives. You usually won’t have long to wait.
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New Gal in Town
(Continued from page 2)
accountant, a stockbroker and other business 
women, some of whom may be in the banking indus­
try. Ms. Lee says involvement in an investment club 
is a good opportunity to let the women in town know 
who you are, what your expertise is and that you are 
willing to share your knowledge, not just sell it.
Ms. Lee also believes in joining business and pro­
fessional groups or other local activities. "I think 
most of what I have expressed is just becoming part 
of the community, trying to understand it and fit­
ting in," she says.
Ms. Lees final suggestion is to become involved in 
local activities where you will meet the people you 
need to contact. “Plan your social and personal life 
carefully,” she says. For example, she adds, “Many of 
my clients are in the construction industry. I don’t 
go to the museum of art hoping to generate new 
construction industry clients. Rather, I’m at the lo­
cal baseball or football games on Saturdays with my 
son. These are the places you will find people in 
construction."
Ms. Weiss says, "Being a woman can work for 
you." She finds that some people think women are 
well organized and productive and says, "These atti­
tudes can be capitalized on if one so wishes."
Ms. Cheatham says that while she does not recom­
mend women’s organizations, per se, women’s net­
works or private clubs can be beneficial when used 
properly. Regarding the woman who asked the ques­
tion at the conference, Ms. Cheatham says, "Encour­
age her not to expect immediate results. Practice 
development takes time."
A Call for Articles
State societies as well as the AICPA have difficulty 
getting material from the professional accounting 
community for their publications and would like to 
hear from those who wish to publish. If you hanker 
to write on professional topics, the September 1982 
issue contains some sample dos and don'ts that you 
might find helpful.
We at the Practicing CPA would like to hear about 
your ideas for running an accounting firm. Just send 
us a few of your thoughts on the subject.
American Institute of Certified Public Accountants, Inc.
1211 Avenue of the Americas
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